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Typical RFP process for non-project specific services

1. Approach SMS to initiate RFP 

2. Environment department sets scope of a hypothetical project

3. RFP sent out to numerous consultants

4. Consultants do a tremendous amount of work
 Tweaked rates, value added, pitched everything, wrote sample report

5. SMS do KT analysis on the services/rates

6. Environment reviewed the bid package and the KT results

7. Decision to award based mostly on cost portion of bid, but not consistently

For regular ARO work



Why rework 
the RFP 
process?

minimize amount of work 
required to prep a submission 

give a fair overall evaluation 
of bidding companies 

get the information you will use to 
select qualified companies

satisfy corporate supply 
management requirements for 
service orders

Experience shows lowest rates are 
not always the best value

However… this is not how 
RFP decisions are made 



Before you 
declare your 
RFP

Week 1 - Day 1            (D-minus 10 weeks)

1. First meeting of RFP selection team
• who are the decision makers
• what is the scope? 

• Project specific, general environmental services?
• Define:

• needs (strategic to weight the KT)
• wants (operational) 
• limits (constraints)

2. Work with Supply Management
• discuss intent

3. Selecting companies of interest
• stakeholders have their input

Get organized



Go for 
coffee –
set up the 
expectations

Week 1 - 2
Set up face-to-face meetings

1.Statement of qualifications
• Who will be working on our projects. Not just PM, SR’s. 
• What are their basic qualifications

2.How the RFP process will work
• Send samples of final reports your company has actually 

produced for a client – redact as necessary.
o Phase 1, Phase 2, Phase 3/RAP, Risk Assessments, WWW, DSA…

• Why?  quality of writing, regulatory interpretation, recommendations, date of 
assessment, subcontract it out, etc

• Send proforma invoices for those reports - See how the invoice 
would look, PM, Field, Reporting, additional support

• Self-assessment

3.How the analysis will work
• Price, Report, Front end execution



Wait… 
shortlist first

Week 2 - 3

Second meeting with the RFP selection team – shortlist

• Discuss companies SoQ
• Time to shortlist before sending invitations

Setting the scope to bid for non-project specific environmental services

• Bid package will include
• Sample reports - P1, P2, P3, DSA, WWW
• Rate sheet
• Proforma invoicing
• Self-assessment

• Additional info  - value add, other services, promo (discretionary, not 
used in the KT analysis)

Weighting the KT analysis

• What is a KT? (this is a slow process)
• The Kepner Tregoe method (KT-method) is a problem analysis model in which the “problem” is 

disconnected from the “decision”. It is a conscious, step-by-step approach for systematically 
solving problems, making good decisions, and analyzing potential risks and opportunities.

• Does not provide the perfect solution, rather the best possible unbiased choice

• How to weight it beforehand



RFP Sent Via 
Supply Management

Week 3
• Invite companies to acknowledgement they 

intend to participate (7 days)

Week 4 - 5
• Period set aside for companies to ask follow 

up questions
• Period set aside for companies to submit 

the requested documents to SMS



Quantify the 
problem

Week 5 - 8

Start RFP review process

1. Scope (quality of report, regulatory interpretation)
o 3-4 meetings with the team to review each report and provide 

quantifiable feedback

2. Front End Execution (Local content, TRIF, Past performance)

3. Price per assessment
o Prework to stress test rates against level of effort
o Stress test each company rate against group average
o Populate KT analysis

Sorting the data



Presentation:
Separate 
problem from 
decision

Week 9

• Review each self-assessment with the team
• Review scope and quality of each report
• Review front end execution

• TRIF
• Survey
• Local Content

• Review price ranking
• Based on each company, what will you have to 

manage them for?
• Cost
• Scope
• Front end execution
• Are you staffed to provide that level of oversight?

Presenting the results



REVIEW COMPANY SELF-ASSESSMENT



Review Reports before Costs check



RESULTS OF FRONT-END EXECUTION SURVEY



Rate Comparison





Decision to award

SMS contacts all companies with award or regrets

Sometimes feedback will be provided to companies not receiving bid award



Look beyond 
the rate sheet &
Love AB Energy

The end

minimize amount of work 
required to prep a submission 

give a fair overall evaluation 
of bidding companies 

get information you will actually use 
to select qualified companies

Experience shows lowest rates are 
not always the best value
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